
 

 

 

 

 

 

 

 

 

The following pages demonstrate typical training 

materials used by SunLight Energy Group as part of our 

training process and sample marketing materials that we 

provide to clients.  
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Inside Sales Training Model 

1. Industry Overview 

 

A. Deregulation 

a) Generation and distribution 

b) Key players - Suppliers, Utilities, Municipalities, Brokers, Consumers 

c) Utilities within the state(s) we work: gas and electric 

d) Deregulated states 

 

B. The Energy Market 

a) How much does energy cost? 

b) What influences pricing? 

c) Reading a bill (parameters for pricing) 

d) Becoming a student of the industry 

• Books 

• Videos (Netflix, Hulu, Amazon, YouTube) 

• Certifications and ongoing training 

 

C. Sunlight Energy Group 

a) Understanding contracts – how we make money 

b) Terms, future-starts, cancellations, ETF’s, renewals 

c) Our suppliers 

d) Value selling – our competitive advantage 
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2. Using Our CRM database 

 
A. Creating Leads 

a) Proper formatting 
b) Importing leads 
 

B. Editing Leads 
a) Qualifying Information  
 

C. Maintaining Leads 
a) Notes 
b) Tasks  
 

D. Converting Leads to Deals 
a) CXD 

 

E. Creating and Using Events 
a) Syncing to calendars 
 

F. Navigating and Cross Referencing  

a) Company name (alternates), using D&B, contact name, phone number, asterisk  

b) Finding duplicates 

c) Hyperlinks 

 

G. Attaching Bills, LOE’s and LOAs’ 
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3. Organization and Productivity 

  

A. Lead Code System 
a) Rotating call pattern 
b) Depleting and replenishing  
c) Planning your week   

 

B. Utilizing Tasks 
a) When and how to use a task 
b) Updating/deleting a task 
c) Prioritizing your calling 

• Drop-by’s, visits, and brand building 
 

C. Dial/Appointment Sheets 
a) Making a plan – goals 
b) Protecting your time – time blocking 
c) Accountability – partner 
d) Tracking your behaviors 

 

D. CRM Reports 

E. Prospecting Reports (Dial Analysis, Meeting Analysis) 

F. Dropbox – never lose a file 

G. Outlook Email and Calendar  

H. Scanner, Printer, Fax  
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4. Prospecting for Business  

 

A. Cold Calling 

a) Planning – make the plan the day before, first location by 8 a.m., ready to go 

b) Where to go  

• General – industrial parks 

• Specific – all similar businesses (i.e. hotels) 

c) How to get there - batchgeo, Road Warrior 

d) What to bring – marketing folder, brochures, business cards  

e) What information should to gather – contact plus parameters for pricing 

f) What to do with the information 

• Importing, setting up follow up tasks and using the subject field 

 

B. From Our Database – finding abandoned leads 

a) Lead views  

b) Filtering our database  

 

C. Web search 

a) Google search  

b) Google maps  

c) Dunn and Bradstreet 

d) Linkedin 

e) Reference USA  

 

D. Niche Searching 

a) Specialized markets  

b) Reference USA – NAICS codes 

 

E. Asking for Referrals 

c) Clients 

d) Prospects 

e) Connections (friends and family)  

f) Business next door or close by customers 

 



SunLight Energy Group, LLC 
Inside Sales Training Guide 

7 

 

5. Setting Appointments  

 

A. Dials 

a) Who will answer the phone? 

• Getting past the gatekeeper  

• How to handle Executive Assistants 

b) What to say once you’ve reached the decision maker 

c) Rebuttals 

d) Strategy – conversation about energy strategy between professionals 

 

 

B. Qualifying Leads 

a) Qualifications 

• Size/usage 

• CXD 

• Decision maker 

 

C. Confirming the Meeting 

a) Email address 

b) Physical address 

c) Calendar invite 

d) Up-front contracts.  

e) Follow up tasks – re-confirming the meeting 

 

D. Creating Events 
a) Linking Zoho with Outlook  

b) Information outside sales person needs in calendar  

a. Phone, email, correct address of the meeting 

b. Dropping-by opportunities close by to a meeting 
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6. Pricing and Contracts 
 

A. Matrix Pricing – using Box 

a) Necessary stats – S-U-R-U-S 

b) Navigating bills 

c) Navigating BOX 

 

B. Custom Pricing 

a) Submission process 

b) Bills, LOA, LOE 

c) Refreshing 

d) Rejection, competition 

 

C. Contracts  

a) Creating matrix contracts in BOX 

b) Saving to PDF 

c) Checking account numbers, start date, term, price, all customer information 

d) Review with operations staff 

 

D. Requesting a Custom Contract  
a) Choosing suppliers 

b) Contract checklist 

 

E. Marking up a contract 

a) No margin information 

b) Double check all information 

c) Signature and initial requirements, highlight and mark (non-color printers) 

 








